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First Quarter Sales 43% 
Off in 48 States’ Returns 
Compiled by R. L. Polk & Co. 


Commercial Car Sales During Same Period Showed 
40.9% Decline; Both Totals Are Compared 
With First Quarter Last Year 


Detroit, Mich., May 9.—Sales of new passenger auto- 
mobiles in forty-eight states during the first quarter of 1932 
fell off 43 per cent. from the first quarter of 1931, according 
to figures tabulated by R. L. Polk & Co., compilers of official 
automobile registrations throughout the country. 

Sales in the first three months of¢————-—_——__—_—-- 
this year aggregated 258,845 units, | 


es compare to ssgon uns the| CHEVROLET APRIL 
Truck sales for the first quarter | OUTPUT TOTALED 
99,432 VEHICLES 


of this year showed a decline of 40.9 | 
per cent. under the first quarter of 
Detroit, May 9.—Chevrolet built 
§5,432 cars and trucks in April, W. 


1931; 45,482 units having been sold | 
this year, as opposed to 76,945 units 
during the first quarter of 1931, ac- | 

cording to the Polk figures. 

Sales of new passenger cars in 48/}S. Knudsen, president and general 
states during March reached 91,297} manager, announced today. This 
units, a decrease of 54 per cent,| compares with 38,890 built in March, 
from March, 1931, sales of 198,358| and is the highest month’s output 
units, and an increase of 11.5 per| 80 far into 1932, Mr. Knudsen said. 
cent. over February, 1932, sales of| Total production of the new 1932 
81.853 units. line of Chevrolet sixes since its in- 

totaled 16.702 troduction last winter is now in ex- 

: cess of 260,000 units, the Chevrolet 

head announced. 
He stated that the April sched- 


New truck sales 
units for the 48 states during March, 

ule was stepped up several times 
during the month, as commitments 


1932, a decrease of 44.2 per cent. 
for cars were increased over the 


under sales of 29,950 units the same 
month a year ago, and an incre#se 

original estimates, and that Chevro- 
let dealers reported the sale at re- 





of 16 per cent. over February, 1932, 
sales of 14,388 units. 


NASH DELIVERIES | ithaca Seon tayo 
AND SHIPMENTS UP ee eae the corresponding 


FOR APRIL-MARCH 


Kenosha, Wis-, May 9.—C. H. Bliss, | 
vice-president and director of sales | 
of the Nash Motors Company, an- 
nounced today that the company 
shipped more new cars on domestic 
orders in April and March—the first 
two months of the company’s second 
fiscal quarter—than during the en- 
tire previous six months’ period. 

Boston retail deliveries during 
April were 22 per cent. greater than 


RUBBER ADVANCES 
ON THREAT OF TARIFF 
LEVY BY CONGRESS 


New York, May 9.—May rubber, 
Saturday, opened at 4 cents a pound 
on the New York Rubber Exchange, 
an increase of 10 points from Fri- 
day’s close, and closed at 4.15. This 
price represented an appreciation of 
in April a year ago, and further in- |1.29 cents a pound, or more than 40 
creases are expected, judging from | per cent. since Monday, when the 
reports received from key points | proposal for a 5-cent import tax on 
such as Chicago, Pittsburgh, Boston, | erude rubber was broached in the 
Milwaukee and Cincinnati, where | senate Finance Committee. 

22.73 per cent. more cars were de-| fEnactment of the proposed tariff 
livered during the week ending|would increase by approximately 
April 30 than were delivered in the ; 

preceding week. 


Automotive Exports Gain 
$2,000,000 During March 


Washington, May 9.—Automotive , February, despite a 16 per cent. re- 
exports rose nearly $2,000,000, or 24) duction in output. Production of 
per cent., in March, with the in-| passenger cars was 5.6 per cent. 





(Continued on Page 4) 





G. M. April Sales Gain 67.3% 
As Compared With March Total 


(SHAUGHNESSY NAMED 
VICE-PRES, IN CHARGE 
OF U. S. RUBBER SALES 


Detroit, May 9.—J, F. O’Shaugh- 
nessy, general manager of the tire 
department of the United States 
Rubber Company, has been appoint- 
ed vice-president in charge of sales 
of the company’s entire group of 
products. 

Mr. O'Shaughnessy, located in 
Detroit the last three years, will 
continue as general mafiager of the 
tire plant there, but from now on 
he will divide his time between his 
Detroit and New York offices. In 
his new capacity he will direct the 
merchandising of products of the 
footwear, clothing and mechanical 
goods departments, in adidtion to 
tires and tubes. 

In the fall of 1929 Mr. O’Shaugh- 
nessy went to Detroit as assistant 
to the general manager of the tire 
department. He was promoted to 
general manager early in 1930. Prior 
to his connection with the United 
States Rubber Company, in 1929, he 
was with the sales division of the 
Du Pont Viscoloid Company, 

Mr. O’Shaughnessy received his 
early merchandising experience in 
department stores in Columbus, O., 
and Boston, where he went shortly 
after his graduation from Ohio 
State University. He is a native 
of Columbus, O. 


VEHICLE CHIEFS URGE 
| _ UNIFORM LIABILITY 


Washington, May 9.—A_ recom- 
mendation of the insurance com- 
mittee of the Eastern Conference 
of Motor Vehicle Administrators for 
the enactment of automobile finan- 


cial responsibility laws was adopted 
by the conference at the conclud- 
ing session of its semi-annual meet- 
ing at Washington, D. C. 

Such a law as defined in the re- 
port which was adopted by the or- 
ganization, “if possible, should rem- 
edy the difficulties now found in 
the various laws so enacted” and 
should be one that can be admin- 
istered efficiently. 

Other recommendations of the 
committee which were approved 
were: Enactment of compulsory ac- 
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CHEVROLET APPOINTS 


NEW ZONE MANAGERS 


Detroit, May 9.—Two new zone 
appointments in the Chevrolet field 
organization, both now effective, are 





crease well distributed among a/|above the previous month, while ex- 
number of nations, according to in-| ports improved 604 units, or 12 per 


formation made available May 6 at | cent. 
the Department of Commerce. Exports of passenger cars for 
In view of the fact that March} March were set at 5,483 units, 


exports went up at a rate more /against 4,879 in the previous month, 
rapid than in March, 1931, figures | while truck exports numbered 3,175 
for April, which should be available | units, compared with 2,096 in Feb- 


late this month, will be watched | ruary. 
with interest. From the standpoint of export 
Automotive exports in March] valuation, the March total showed 


gains over the February figures of 
$525,451, or 19.9 per cent., for pas- 
senger cars; $437,584, or 47 per 
cent., for trucks; $996,546, or 22.3 
per cent., for miscellaneous auto- 
motive products. 


reached $9,999,398, compared with 
$8,039,807 :n February, to supply the 
highest export total since August, 
1931. Shipments of trucks were 
especially interesting, with a gain 
of 1,079 units, or 52 per cent. over 








announced by H. J. Klingler, vice- 
president and general sales man- 
ager. 

H.C. Howard, formerly zone man- 
ager at Amarillo, is now zone man- 
ager at Indianapolis, succeeding G. 
R. Browder, who has been assigned 
to other duties with General Mo- 
tors. 

W. J. Graveson, formerly city 
sales manager at Boston, has been 
named manager of the Portland, 
Me., zone, succeeding F. J. Hackett, 
who has been assigned to other du- 
ties. E. W. Berger succeeds Mr. 
Graveson as Boston city manager. 


|More Than Seasonal Increase Reflects Effects of 


Spring Showing Drive Conducted During 
Early Part of Month 


New York, May 9.—An increase of 67.3 per cent. in Gen- 
i eral Motors sales for April, which were announced today, is 
considered a reflection of the effect of the Spring Showing 
|Campaign conducted by that corporation during the early part 
of last month. The question as to whether or not this increase 
would have taken place without the extra impetus of a con- 
certed sales drive in fifty-five cities throughout the country 
must remain unanswered. But the fact that April sales 
showed a relatively greater increase over March than March 
showed over February, however, could be taken as proof that 
the spring showing drive was well worth while and was 


| AUTOMOTIVE TAX 
SCHEDULE READY 
FOR SENATE VOTE 


Washington, May 9.—Carrying a 
levy of 4 per cent. on passenger cars, 
3 per cent, on trucks, 2 per cent. on 
parts and accessories, 4 cents a gal- 
lon on lubricating oil and 5 cents a 
pound on rubber, the new internal 
revenue bill completed by the Sen- 
ate Finance Committee was ready 
for submission to the Senate either 
late today or some time tomorrow. 


Should the Senate pass the bill 
substantially as drafted by the com- 
mittee the House will accept it it 


was predicted today. It is believed 
that changes which the Senate will 
vote before final passage will be 
more in line with the House pro- 
gram rather than widen the breach 
between the two houses of the na- 
tional Legislature, 

From the viewpoint of the auto- 
motive industry and allied groups, 
particularly the rubber manufac- 
turers, there appeared today only 
the hope that the efforts of Senators 
James Couzens and Arthur H. Van- 
denburg, both of Michigan, may be 
successful in having the Senate 





(Continued on Page 2) 


largely responsible for the gain. 


—— _ <- 


General Motors sales to consumers 
| in the United States in April totaled 
81,573 units, as compared with 48,717 
for March this year and 135,663 in 
April last year. Sales to dealers in 
the United States during April 
totaled 69,029 units, as compared 
with 48,383 in March and 132,629 in 
April, 1931. 

Total sales of General Motors 
units to dealers in the United 
States and Canada and including 
overseas shipments for April totaled 
78,359, as compared with 59,696 in 
March and 154,252 in April, 1931. 

Some direct effects of the spring 
showing campaign were reflected in 
the previous announcement by the 


(Continued on Page 2) 


EXPECT WAGE CUT 
TO AID CAR PLANTS 
BUYING IN STEEL 


Youngstown, May 9.—Automobile 
steel buying in this district is ex- 
pected to increase substantially af<« 
ter a general reduction of 15 per 
cent, in wages goes into effect 
throughout the steel industry on 
May 15, Some holding up of auto- 
mobile steel business has been at- 





tributed to demands for lower prices 


(Continued on Page 2) 


Cook County New Car Sales 
Off 46% in First 4 Months 


Chicago, May 9.—New car regis- 
trations in Cook county showed a 
decline of 46.1 per cent, for the four 
months this year, compared with 
the same period in 1931. Total list- 
ings were 13,331 for 1932, against 
24,750 last year. 

Outstanding among the lines to 
show gains over last year for the 
period were Plymouth, De Soto, 
Willys 6 and 8, and Graham. 

New car registrations in the 
county for the month of April were 
4,708, compared with 3,080, an in- 
crease of 1,345, or 43.6 per cent. 
Practically every make of car 
showed a gain over March. Those 
to show decreases were Cadillac, 
Essex, Ford, Franklin, Graham, La 
Salle and Marmon. 

Chevrolet showed 2,648, against 
4,611 in 1931 in the new car regis- 





trations for Illinols for April. The 
total state listings were 17,982, com- 
pared with 5,376 cars in March. For 
the four months in 1931 Illinois reg- 


istrations were 17,004. Ford had §22 
cars, against 5,179 a year ago in the 
state listings. The aggregate sales 
of new cars in Illinois for all makes 
for the first four months this year 
were 23,584 cars. In the same pe- 
riod last year registrations were 
47,715 cars. 

Among the month-to-month im- 
provements in county registrations 


stand out Buick with 289 cars, 
against 220 in March; Chevrolet, 
which sold 1,312 cars in April 


against 760 in March; Hupmobile, 
with 110 carS against 73 in March; 
Nash, with 190 against 149 in 
March; Pontiac, with 283 against 
208; Studebaker, with 181, against 
163; Chrysler, with 216 against 184, 

There were several changes in 
positions in the four month totals, 
compared with the standing for the 
first three months. Cars that ad- 
vanced to higher’ places were 
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CHRYSLER UNITS 
SOLD 55,704 CARS 
IN FIRST QUARTER 





G. M. April Sales Top 
Mark Set During March 


(Continued from Page 1) 








ee ae eee ” Chevrolet division of the corpora-, introduction in December this divi- 
Chrysler Corporation to distributors | ¢i4, that sales of that division dur- | sion has produced 260,000 units, 
and dealers of commercial cars and | jing the first twenty days of April | The following table shows the 
other products in first quarter were | showed an increase of 89.2 per cent. | General Motors total sales for the 
55,704 units valued at $37,368,443 as| Of @ like period in March. Today | first four months of this year, with 
, this unit announces production dur- | comparative figures for the two pre- 
compared with 55,083 units to the ing April of 55, 432 units. Since its! vious years: 
mes Ue: BUR Ce TI Fansite ee nll 
quarter of last year, Walter P. SAL ES TO . CONSUMERS IN UNITED STATES 
Chrysler, president, told stock- 1932 1931 1930 1929 
holders in remarks in the quarterly | January .......... see eeuees 47,942 61,566 74,167 73,989 
report, BUEOREY ccccscccscsvcvccess 46,855 aaa aaa 110,148 
Sales of the corporation's products |WoriM vvv's's ss" "7°" Sag 95,603 «142004 «178-201 
to the public—according tothe latest | arog cc cececeeseeteee teeees 122,717 131,817 169,034 
available, but thus far incomplete} June ...............0ceeeeee cece 103,303 97,318 154,437 
POREeerRGeOND, «= TEBUTOS — WOT BOL TUG 9 cccccccccccsccccccense essene 85,054 80,147 147,079 
greater in the first three months of | August ......0..ceceeeeeeeee  ceeeee 69,876 £6,426 151,122 
this year than in the corresponding September COO Cee eeeeseeesee eeeese pi ca aan 
period, of last year. Moreover, Te-| Covember’ .sscsscusccsscusce acces, SAOTS ALSTON 
See Sane SESE TORS TIGESOES BREEN eower ...........06+000. ‘ 53,588 57,989 44,216 
larger percentage of all retail auto- pa ee 
a BWR ve ccccesssecesees. onus 937,537 1,057,710 ‘1,498,792 
“This increased percentage, how- SALES TO DEALERS IN UNITED STATES 
ever, was of a total volume of sales 1932 1931 1930 1929 
for the industry as a whole which.| January ................-005 65,382 76,681 94,458 95,441 
due to the extraordinary low level| February .............es0005 52,539 80,373 110,904 141,222 
of current business and industrial! yarch .............0..s0e00+ 48,383 98,943 118,081 176,510 
activity, was insufficient to yield @) April ...............eeeeeeee 69,029 132,629 132,365 . 176,634 
profit,” Mr. Chrysler declared. eA ae cue See 136,778 136,169 175,873 
Spy a¢  dacscetnnesdcssseeeanecs.- .oveaee 100,270 87,595 163,704 
AUTOMOTIVE T TA rr eee 78,723 70,716 157,111 
PE Secudwcvasecd@hesesss 640bes 62,667 76,140 147,351 
SCHEDULE READY [September ..e...eeeeeeeeeeee seeees 47,895 69,901 127,220 
GE cvewcesecccasstescee Seeene 21,305 22,924 98,559 
FOR SEN ATE VOTE: RD Sidic sc chscnndnenee tenneeh 23,716 48,155 39,745 
EE ecscecectecewer bes uy ahexas 68,650 68,252 36,482 
(Continued from Page 1) cg Shae anes 928,630 1,035,660 1,535,852 


cause some revision downward in 
the automotive and similar rates. 


| TOTAL SALES TO DEALERS IN U. S. AND CANADA, PLUS OVER- 
SEAS SHIPMENTS 


mee ae OF SEE CN, Gh S- | January Sashe ane ane anes 
ger cars, 2 per cent. on trucks and | nopruary ..........cccccoee, 62,850 96,003 126,196 175,148 
1 per cent. on parts and accessories, | Warch .......ccccceececeeees 59,696 119,195 135,930 220,391 
as incorporated in the House bill by) April ..........ccccceeceeees 78,359 154,252 150,661 227,718 
the House Ways and Means Com- | May Si cuddatsletiwskdbeised> <shbexS 153,730 147,483 220,277 
mittee, was jacked up by the Senate | JUNE ....seeeecceceeeeeeeeee ceeeee 111,668 97,440 200,754 
committee 1 per cent. on each item | IUWY .....esecewereceeeeeee cence 87,449 79,976 189,428 
in contemplation of raising a total | AUSUSt ----+eeseeeseeeeeeeee teeees 70,078 85,610 168,185 
NE oo eee) rd 58,122 78,792 146,483 

of $73,000,000. ON is ema ae aie 25,975 28,253 122,104 
The increase in the rate of lubri-| November ..............2.2. ceeee, 29,359 57,257 60,977 
cating oil was increased so as tO! December ..........-.ee+000  sevees 79,529 80,008 40,222 
boost the total income from $25,000,- | are caeinaee So —_—_ 
I ie octet, “gucens 1,074,709 1,174,115 1,899,267 


000 to $35,000,000. 


Out of a clear sky and before the} 


rubber manufacturers were given an 
opportunity to be heard, the Senate 
committee originated in the bill the 
rubber tax of 5 cents a pound, which 
is expected to produce. $53,000,000. 

It was estimated today that the 
committee's last minute stampede 
to impose an import tax on rubber 
will result in the equivalent of 60 
cents on each tire used on low- 
priced motor vehicles. 


Will Get the Issue of 








May 20th. 


If you want 


Owners of 1,500,000 Business Vehicles 


Fleet owners having 10 or more vehicles, 
25,000 names, will receive the truck issue 


can provide such wide distribution at no 
additional cost to the advertiser. 


but all exclusive truck dealers, important 
bus operators, 8,000 passenger car dealers 
and important factory officials, use that 
May 20th issue with a page at $350; half 
page at $175 or a quarter page at $87.50. 


Unit sales of Chevrolet, Pontiac, Oldsmobile, Buick, La Salle and 
| Cadillac passenger and commercial cars are included im the above figure. 


APRIL STEEL OUTPUT 
| OFF, A. I. S. L REPORTS 








52,253 tons in March and 104,711 
tons in April, 1931, according to 
American Iron and Steel Institute. 

For the four months ended with 
April, daily output averaged 53,572 
tons, against 103,661 tons in the 
corresponding 1931 period. 

During April, steel operations were 
at 22.52 per cent. of capacity, against 
24.68 per cent. in March and 49.29 
per cent. in April, 1931. Total out- 
put for April is calculated at 1,239,- 
811 tons, against 1,410,830 tons in 
March and 2,722,479 tons in April, 
1931. Four months figures for total 
output are 5,571,478 tons and 10,- 
677,124 tons, respectively. 


EXPECT WAGE CUT. 
TO AID CAR PLANTS 
BUYING IN STEEL 


(Continued from Page 1) 


on steel, Whether reductions in 
prices will follow the wage cut will 
be determined by strength of steel 
companies’ resistance against influ- 
ences increasing their losses. 

Some steel producers feel that au- 
tomobile manufacturers and _ busi- 
ness leaders generally now are 
agreed that rising prices and wages 


New York, May 9.—Daily produc- 
tion of steel ingots during April 
| amounted to 4%, 685 tons, against 
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to reach not only those owners 
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SPARKS from JDETROIT 


We Get Solicited 


Dean Sellers Sells 
Automotive Appeal 
Cadillac vs. Ford 


” * + 


Business Pulmotors 


Chris Sinsabaugh— Detroit ¢ Editor | 


RECORD a quarter-century old was broken one day last 

week when a well-dressed young man, hatless, carrying 
a brief bag and looking as if he belonged in the building, 
crashed our gate and asked if he couldn’t interest me in 
buying a new automobile. 

All these years it has been my boast that no one ever 
had considered me a prospect and invited me to buy. It was 
my stock story whenever I started to pan the salesman who 
is too lazy to go out ringing doorbells in search for business. 
Ray Ostell of Liberty, one of my colleagues in the Mac- 
fadden suite, was another who never had been solicited, and 
he, too, lost his record because of the call of this young 


salesman, = 
oe * 


DEAN L. SELLERS, a Chevrolet salesman, was our 
caller, and through him we learned something about inten- 
sive selling as practiced these days. Sellers switched from 
Fisher Body to Chevrolet a month and a half ago, a novice, so 
far as salesmanship was concerned. A tip given him as 
he was leaving Fisher Body by H. J. C. Henderson, director 


of sales and advertising of that company, was that he depart 
from the conventional and start canvassing the big office 
buildings for prospects. ‘ 

It seemed like carrying coals to Newcastle, but young 
Sellers started going through the General Motors Building 
with a fine-toothed comb, with the result that he made eleven 
sales. Which was the best sales record of the month at 
the Chevrolet branch. Now he is working through the 
Fisher Building, just across the street from G. M. All of 
which goes to prove that often business is to be found in 
most unexpected quarters. 


THE APPEAL of the eubeenchidin industry to the public 
to buy automobiles and help restore prosperity is making 
good headway, as also is the campaign to disabuse the mind 
of the well-to-do prospect that it looks like flaunting his 
prosperity in the faces of his neighbors and his employees to 
make such a purchase. 

Dropping in at Pierce-Arrow’s branch, I. noted that 
Manager Stratton is helping this along by pasting on the 
wind shield of each new P.-A. he sells a small sticker read- 
ing: “The purchase of this car gives employment to fifty 
men. 

* 


+ aa 

THE DETROIT TIMES is conducting a “Believe It or 
Not” contest, based on Bob Ripley’s cartoons, which is 
making some of us dig for odd facts that may win prizes. 
One of these researchers, looking through some of the adver- 
tising of the pioneer automobile manufacturers, bases his 
entry in this contest on the discovery that the first Cadillac 
and the first Ford, in 1903, had the same list—$850. In 
1905, Cadillac had a $2,800 four-cylinder model, and in 1907 
Ford listed his six-cylinder at the same figures. Since then 
Ford has been in the lowest priced bracket and Cadillac in 
the highest. 


7” * * 

WITH AUTOMOBILES the prizes in many of the 
contests put on by big concerns to stimulate sales, it is easy 
to figure out where many of our new cars are going. We 
get this slant listening to radio broadcasts, and also note 
that many stores, theaters and restaurants are making 
pulmotors out of motor cars 
business. 


FORD COLUMBUS, OHIO, 
























STATE-WIDE DISFAVOR 
IN INCREASED GAS TAX 


in their efforts to revive 
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are necessary and that the wage 
and salary cuts coming on May 15 
will be the last in this depression. 
Youngstown district steel produc- 
tion fails to show the volume of au- 
tomobile steel buying anticipated 
and other chief consuming lines 
show little change. As a  conse- 
quence mill operations are up two 
per cent. from last week’s average 
rate of 26 per cent. but are un- 
changed from 28 per cent. rate in ef- 
fect a week ago. Sheet mills here 
are engaged at 10 per cent. of capa- 
city, a bare 15 mills in the district 
being active. Toward the end of 
the present week, sheet mill oper- 
ations are likely to advance, 





PLANT TO REOPEN SOON 


Columbus, O., May 9 (UTPS).— 
Approximately 700 workers will be 
given jobs by the Columbus Ford 
assembling plant within a short 
time, according to the announce- 
ment of L. S. Petot, plant manager. 
Of the 700 men 500 will be employees 
which were laid off several months 
ago and 200 will be men who have 
been working on a part time basis. 

At first the new four-cylinder car 
will be assembled and later work on 
the eight-cylinder model will start. 
The capacity of the plant is about 
125 models daily. 





Trenton, N. J., May 9.—A gasoline 
tax increase from three to five cents 
a gallon, proposed as an emergency 
unemployment relief measure, ap- 
peared destined today to state-wide 


disfavor. Opposition to the boost, 
which, because of its purpose, legis- 
lative leaders thought would be 


feeble, has come from ail sides. 
Municipal governing bodies, civic 
clubs, oi] companies, Motor Ve- 


hicle Commissioner Harold G. Hoff- 
man and State Senator William H. 
Albright of Glocester have openly 
opposed it. Motorists are signing 
petitions. 






















































aye 















































































































te 














AUTOMOTIVE DAILY NEWS, TUESDAY, MAY 10, 1932 





Retail Salesmen 


This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. It wants you to pass on 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost 
you commissions, 

Dealers read this page. 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 


Give us the benefit of your reactions on 


HOW A SALESMAN SHOULD 





ORGANIZE A DEMONSTRATION 


When the ‘ibiiiialitte salesman has brought his prospect 
along to the point where a demonstration is in order, he has 
cleared away the preliminaries and is ready to “get down to 
brass tacks,” so to speak. It is extremely important that the 
demonstration should proceed with the utmost smoothness | 
and without any hitch that the prospect, his family or friends 
could impute even indirectly to the car. A good many sales, 
are lost in the demonstration and, in many cases, it is because 





OHIO AND PENNA. PLAN 


JOINT GAS CONTROL 


Harrisburg, May 9.—Pennsylvania | 
| and Ohio now are exercising a joint 
| control over ail gasoline shipments | 

made by motor truck from or into | 


| either state, the Pennsylvania sec- 
\retary of revenue, Clyde L. King, has 
| just announced. 
| stations have been established on 
| the Pennsylvania-Ohio border, 
| in each state, 
= Further information was 
e available as “follows: 

The Pennsylvania stations are 
manned by state highway patrolmen, 
| paid for by the Bureau of Liquid 
Fuels Tax. 


line Tax Division of Ohio. All tank 
wagons and motor trucks hauling 


gasoline between the two states are | 


jrequired to leave and enter the 
states at the points designated. 

All Pennsy!vania refiners and dis- 
tributors who ship into Ohio have 
been wotified of the regulations 
| governing such shipments. Clear- 
ance papers, without which no truck 


Twelve clearance | 


six | 
the secretary ex- | 


The Ohio stations are | 
|in charge of agents of the Gaso-| ~ 


This Is Your Page 





By B. C. 


San Antonio, Tex., for 


WEEKLY PRIZES OF GOLD ARE 
OFFERED SALESMEN FOR BOTH 
UNIT SALES, DOLLAR VOLUME 


REBER 


Weekly prizes totaling $30 in gold are offered by the 
Winerich Motor Sales Company, Studebaker distributor of 
salesmen leading in unit sales and 


sales volume, respectively. Of this amount, $20 is paid to 
the salesman who turns in the greatest volume of business 
in dollars and cents for the week, and $10 is paid to the 


“Awarding 
seems to provide the necessary in-| 
centive to keep our. salesmen 
pepped up at all times,” Wil- 
liam Winerich, assistant general 
manager, explained. “The two 
prizes are planned so that both 
new and used car salesmen will have 





an equal] opportunity to win. While 
the new car salesman may not sell 
sO many units, his sales amount to 


the salesman has not carefully mapped out his campaign. 
O—_ 


In the automobile salesmanshi, 


course compiled by the La Salle Ex- | }and where he shall buy it. If there | shipper. 


tension University with the as-| 
sistance and co-operation of the 
Chrysler Sales Corporation, there 
is a very valuable chapter on the 
demonstration and how it should be 
conducted.. While space forbids our 
giving the details of this practical 
and helpful demonstration treatise, 
we can give the broad outline as the 
course sets it forth: 

Just as there are right and wrong 
days upon which to demonstrate a 
car (frequently, week ends and holi- 
days are not as convenient times for 
the prospect as ordinary weekdays), 
so there are right and wrong times 
during the course of a sale for mak- 


jare children in their teens or fully 


grown, they, too, are likely to be | 
more or less deciding factors. Some- | 


times even a friend will have sul. | 


ficient influence with the pros: 


to throw his weight. into the pai | 


ance for or against your car. 


It will be to your advantage, | 


therefore, to present the car’s val- 
ues to friends and relatives, both on 
the sales floor and during the dem- 
onstration, answering their ques- 
tions and objections just as you do 
those of the prospect. And if you 
are to gain the favor of these other 
people, they, too, should go along 


‘or tank wagon can leave or enter 
" | either state are filled out by the 
These papers show the 
‘quantity of the shipment, its des- 
tination and the consignee. 


VEHICLE CHIEFS URGE 
UNIFORM LIABILITY 


(Continued from Page 1) 


cident reporting laws, periodical in- 
spection of motor vehicle equip- 
ment, and enactment of drivers li- 
cense laws, with psychological tests 
designed to remove incompetent 
drivers from the highways. 
Addressing the conference on the 


more in dollars and cents, and he 
has a good opportunity for winning 
the $20. On the other hand, the 
used car salesman may have sales of 
low amount, but a large number, so 
he can win the $10 prize for selling 
the most units. 

“This is not the way it always 
works out, however. One ‘of our 
used car men won both prizes a few 
weeks ago, having sold the most 
units, and his volume of sales ex- 
ceeded those of any other salesman. 
This shows that the used car man 
has as good an opportunity of win- 
ning the $20 prize as the new car 
man, and it gives each man the in- 
centive to get out and work hard. 

“The salesmen in our employ are 


on the demonstration, or should 
even be given a demonstration at a 
separate time if it seems advisable. 
Often a demonstration to a pros- 
pect’s wife will reinforce or supple- 
ment the demonstration to the pros- 


ing the demonstration. 
As a general rule, the proper 
order in which to conduct a sale is: 
First, make your presentation of 
the car itself on the sales floor (or 
present it from literature in the 


subject of sizes and weight limita- 
tions of commercial motor vehicles, 
Thomas H. MacDonald, chief of the 
Bureau of Public Roads, Depart- 
ment of Agriculture, said he did not 
believe in Federal regulation of mo- 
tor vehicles. 


divided into three units. We have 
one division of new car salesmen 
who sell Studebakers; then we have 
another division of new car sales- 
ment who sell Rocknes, and, lastly, 
we have a division of used car sales- 
men. We have found it advantage- 


prospect’s home); 

Second, sell him on demonstration 
and give it to him; 

Third, sell him on the appraisal 
value after bringing him back to 
the salesroom; 

Fourth, close your sale, or double 
close, arrange the financing and 
deliver the car; 


pect himself. 

First and foremost, the prospect 
himself (or herself) must be given 
every consideration when arranging 
the demonstration. 

Normally, the prospect will be 
Placed in the front seat with you, 
the driver. Now and then, however, 
it will be some one other than the 


ous to separate our forces in this 
manner, since it gives a salesman 
an opportunity to specialize in one 
line of work and makes him more 
proficient. Where a salesman must 
divide his interests between new and 
used cars he cannot direct his ef- 
forts as efficiently as when he can 


THOMPSON TAKES OVER 
W. S. RUSH & CO. 


Pasadena, Cal, “May y 9.—The W. O. 
Thompson Manufacturing Company, 
Pasadena, has taken over the unsold 
inventory, patterns, good will and 


Fifth, and by no means least im- 
portant, follow up your prospect to 
make sure that he is in every way 
Satisfied and to obtain from him 
as many new prospects as possible. 

Stall off, therefore, the man who 
wants a trade-in figure before he 
has had a demonstration. Don’t 
let him get an appraisal of his old 


prospect (and by prospect we mean 
that person who will write the 
check for the car) who will be the 
intended driver of the car. Then, 
when the time comes, turn the 
wheel over to the prospect’s “in- 
tended driver,” not to the prospect 
himself. 


car until you’ve at least had the 
opportunity, which a demonstration 
affords you, of presenting your new 
car to him, 

The real proof; and the only proof, 
must be given by the car itself un- 
der actual running conditions on the 
open road! 

A demonstration, effectively made 
at the close of a carefully planned 
sales-floor (or “outside”) presenta- 
tion, is the second big step of your 
sale. And if we consider the ap- 
praisal as coming just before the 
close, the sale resolves itself into: 

, 1. Presentation. 

2. Demonstration. 

3. Appraisal, 

4. Close or double close. 

5. After sale. 

Each of the five steps is of equal 
importance—if one is weak, the oth- 
ers will be weakened in direct pro- 
portion, and the sale will be much 
less likely to succeed, 

Out on the road you can use a 
carefully planned sales talk just as 
on the sales floor. Write out a sales 
talk on each one of the points listed 
on the demonstration check slip, 
and memorize it just as you 
memorize your sales-floor talk. 

Go over the items on the check 
slip with your prospect, using such 
questions as these: 

“You want your car to have plenty 
of power, don’t yuu?” 

“Don’t you think acceleration is 
important? Let’s put that down as 
something to be checked.” 

If the prospect is married, his 
wife may have a great deal to say 
about which car he buys, and when 


See SS SS sss unaaguaiatiin 9 
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Every automobile salesman is at 
least an average and perhaps a very 
good driver. But every salesman is 
not by any means a good demon- 
Stration driver. 

It takes practice, and lots of it, 
to handle a car to the very best 
advantage at that most critical time 
when the prospect, together with 
his relatives or friends, is keyed up 
to detect the slightest flaw in per- 
formance, comfort, safety, conven- 
ience, riding qualities and other 
points. 

You must drive well! 

You must be able ¢o handle the 
car smoothly and effortlessly under 
all conditions of the road—hills, 
curves, speedways, traffic, parking, 
mud, sand, rough roads and wet 
pavements. 

You must be able to use the 
choke, the spark, the starter pedal, 
the brakes and the gear levers in 
the quietest and most efficient way 
and with the least possible loss of 
time. Every bit of your driving 
should be done automatically. With- 
out thought or effort, you should 
do the right thing at the right time. 
You should practice until it is sec- 
ond nature to control your car and 
put it through its paces without 
giving your actions a thought. Only 
in that way can you have your mind 
free to concentrate on your pros- 
pect, 

Too many salesmen do not know 
the little tricks of driving, such as 
braking against the clutch on skiddy 
pavements; the exact amount of 
time to pause in neutral when going 





(Centinued on Page 17) 


name of W. S. Rush & Co, of Los 
Angeles, Cal., and will carry on the 
business of manufacturing brake- 
shop equipment and automotive 
tools in general. The Rush line in- 
cludes a drum-truing lathe, grinders 
in several sizes and many other 
types of automotive tools, 


ATLANTA FORD PLANT 
ADDING NEW EMPLOYEES 


Atlanta, Ga., May 9 (UTPS).— 
The Atlanta Ford assembling plant 
will employ 1,000 additional men 
this week, 250 a day for four days, 
in beginning the production of new 
models, J. H. Wood, manager, has 
announced. Daily production will 
be stepped up to 200 cars. 


BLOOMFIELD CHEVROLET 
PLANT, PLANS VACATION 


Bloomfield, N. J., May 9.—The 
Bloomfield plant of the Chevrolet 
Motor Company will run with a 
skeleton force for two weeks this 
month, while the remainder of the 
employees will take their vacation 
period. Several units of the Edison 
plant in Bloomfield are running 
close to capacity, while only a few 


concentrate on only one line of work. 
This is our reason for breaking up 
our sales force in this manner, and 
our experience has shown that this 
plan proves satisfactory in every 
respect. 

“New car salesmen are paid 6 per 
cent. on sales where there is a 
trade-in, and 7 per cent. on sales 
where no trade-in. is reported. When 


salesman who has sold the greatest number of units, 
weekly prizes in golc@———————_ 


a man on the sales staff who does 
not, after a reasonable period of 
time, indicate that he is a producer, 
We offer all the assistance that we 
can in helping our men to sell, and 
to earn good wages. We work with 
them, give them advice or sales help. 
But in return we demand results. A 
man who cannot show results with- 
in a month becomes a drag on the 
business, is not satisfied, and only 
makes it harder for those with 
whom he is working. It is better to 
eliminate him entirely and fill his 
place with a man who will work 
hard and produce, than to drag him 
along hoping for a change which 
never comes. 

“Our sales meetings are joint 
meetings. Since our business is to 
sell automobiles, we find that about 
the same problems arise in the day's 
work, whether the prospect be inter- 
ested in a new car or a used auto- 
mobile. For this reason all sales- 
men meet at the same time, and 
all benefit from the experiences of 
others. 

“We ind that organization is one 
of the greatest assets in selling cars. 
It is a matter of pride with us that 
the Winerich Motor Sales Company 
is one of the oldest dealerships in 
San Antonio, and that some of our 
customers have been dealing with 
the firm since it was first founded. 
We go to some extremes in order 
to have a customer satisfied, but 
we find that this is the best adver- 
tising that can be had. 

“We allow five days’ trial on every 
used car sold. If, after the five days, 
the customer is not fully satisfied 
with the purchase, he is permitted 
to return the car and apply the full 
purchase price on any other auto- 
mobile we have in stock. Inel- 
dentally, practically every car re- 
turned under this plan results in 
the sale of a better car. 

“We have found our weekly prizes 
the most satisfactory means for 
holding up business. It provides the 
necessary additional incentive, does 


a used car is taken in on the sale 
of a new, the salesman making the 
sale is given five days in which to 
sell the used car, provided it does 
not have to go through the shops. 
If shop work is required, then he is 
given five days from the time the 
car is put on the sales floor. If he 
sells the car within the five days, he 
is given a bonus of $20 in addition 
to the regular used car commission. 
However, if the car is not sold in 
that length of time, it is turned 
over to the used car department for 
their exclusive sale. In this in- 


not require constant revision, and 
gets results. It is worth noting that, 
to date, only one salesman has re- 
peated in this weekly contest. This 
was the used car salesman who 
one week won both prizes. On all 
other occasions the prizes have been 
won by other men. This, we be- 
lieve, indicates a unified sales staff 
in which all men put forth an equal 
effort, and all produce.” 

William Winerich is the son of 
Frank Winerich, whose name ig as 
familiar among manufacturers of 


stance, and when we have our an- automobiles as it is among auto 
nual or semi-annual used car Sales, dealer. ipa te 

we permit new car salesmen to sell = 

|used cars. Except for these, they WILLIAMS HEADS DE SOTO 


IN ST. LOUIS DISTRICT 


St, Louis, May 9.—Ross D. Will- 
iams of this city has been named 


stick strictly to new Cars. 

“We hold weekly sales meetings 
once a week on Tuesday night. 
These meetings are devoted to ex- 
periences that come up during the 


have slowed up, due to their pro- 
duction being greater than neces- 
sary. This seems to be a temporary 
condition only with units supplying 
parts for other plants. 


previous week, with occasional sales 
talks on new models, improvements, 
sales plans, sales announcements, 
etc. We have found that we benefit 
more by letting the men discuss 
their problems at will than by en- 
deavoring to tell them how cars 
should be sold. The little problems 
that come up in the day’s work bring 
out some mighty interesting sales 
information, and the manner in 
which they are worked out by the 
various individuals provides us with 
some valuable sales material. 

“Our sales staff is held down to a 
minimum at all times, and we de- 
mand results from all men in our 
employ. We have found it ex- 
pensive and unsatisfactory to carry 


PENNA, ‘COMPULSORY 
INSPECTION STARTS JULY 1 
Philadelphia, May 9.—Plans are 
under way by the Department of 
Revenue for the second semi-annual 
compulsory motor vehicle inspec- 
tion, which will be started on July 
1 and last for three months. The 
first semi-annual period began on 
January 1 and expired on March 31. 
In the near future a series of in- 
struction meetings for operators of 
official motor vehicle inspection sta- 
tions will be held. 





district manager of the DeSoto 
Motor Corporation, according to an 
announcement here. 


Williams succeeds A. J. Schaefer, 
who has been transferred to the 
home office for special work. 
Williams served in the same capac- 
ity for a number of years with an- 
other company here. 


NEW HUP DISTRIBUTOR 

Plainfield, N. J., May 9.—The 
Packard Plainfield Company of 134 
East 5th St. has been appointed 
distributor of the Hupmobile for 
this terirtory, succeeding the Con- 
ant Motors, Inc., which was located 
at 116 East 4th St. 
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What Advertising Does 


ILBERT T. HODGES, president of the Advertising 
Federation of America, recently gave some enlighten- 
ing suggestions as to the actual meaning of advertising as a 
business builder. It seems~that the Federation has com- 
pleted a study of the careers of 120 business organizations 
operating in this country over a period of seventeen years. 
Of these, sixty have been consistent advertisers, carrying 
their campaigns along regardless of conditions, increasing 
appropriations year after year. The other sixty have failed 
to maintain their advertising activity consistently. During 
boom times they would advertise, but when periods of 
slackening came along they would cut appropriations or even 
neglect public appeal altogether. 

According to Mr. Hodges, many of the sixty advertising 
organizations seventeen years ago, were small, struggling 
units, trying to make good a foothold in the business world. 
Today every one of them is a leading business house. The 
group as a whole aas multiplied its assets to four times what 
they were seventeen years ago. 

“Last year,” says Mr. Hodges, “their combined net 
profits were three times greater than in the comparatively 
good year of 1915.” As Mr. Hodges suggests, this is dra- 
matic testimony to the value of advertising as a fundamental 
in building any business. 

On the other side of the picture, the sixty concerns which 
have been half-hearted in advertising: Seventeen years ago 
these sixty companies were important national business units. 
Today more than half of them have lost that position of 
importance and many of them have disappeared from busi- 
ness life. 

There is a classic example of what neglect of advertising 
can do, though of course we cannot mention names. Back in 
the later years of the last century there was a manufacturer of 
soap products, which was one of the first companies to sense 
the value of advertising in the modern method. Its name 
became a household word and that of one of its products was 
as familiar as, say, one of the well-known cigarettes today. 

Then there came a time when this company’s production 
was completely booked up ahead. Its factories could not pro- 
duce one bar of soap more than the demand had already 
bought. The officers decided that there was no use in ad- 
vertising since the company could not produce to meet any 
additional demand that might be created. The soap maker 
withdrew completely from advertising. 

The net result was that other soap products manufac- 
turers continuing their advertising caught and passed what 
had once been the leader. Today this quondam advertiser is 
merely a small producer in the field. The name would mean 
practically nothing to the average buyer. There is not a 
company so big, so powerful that it can afford to neglect 
advertising. Even the greatest industrial organization, if it 
neglected for a term of years to tell the public about its prod- 
ucts, would sink back in the race to a position of obscurity. 

The old story of the world beating a pathway through 
the wilderness to the front door of the maker of a better 
mouse-trap is picturesque and optimistic, but the world never 
would hear of that better device if the maker of a poorer trap 
told the world about it by advertising. 

There cannot be any sweeping criticism of American 
business as regards its attitude toward advertising. Ameri- 
can business believes in advertising; it has founded its 
progress on advertising. But there is a criticism that could 
be made and we believe it is a constructive one. There is too 
much of a tendency in many organizations to cut advertising 
when times are not so good and sales are coming hard. Obvi- 
ously it is a temptation to do just this, but hard times are | 
just the period that needs intensified advertising. 

In the present depression the advertising agencies have | 
done a constructive job in holding their clients to consistent | 

advertising during the long drought. If there is anything 
that would help at the present moment it is a renewed and 
intensive advertising effort. 











Alexander Johnston, Secretary 
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Urges Car Makers to Ban 


Wild Trading Methods 


Automotive Daily News: I have 
read with much interest R. L. Klein’s 
letter published in your issue of 
April 5. About a year ago I wrote 
you a letter that you were kind 
enough to publish, in which, on some 
points, Mr. Klein and I are in per- 
fect agreement. 

The difficulty with Mr. Klein's 
remedy for trade-ins is that the 
dealer would be required to get a 
profit of 15 per cent, Too much hu- 
man equation enters into this prop- 
osition to make such a plan work- 
able in my opinion. One dealer 
would get 15 per cent. profit on the 
same car that another dealer could 
not break even on, The plan I sub- 
mitted a year ago eliminated per- 
sonal equation and it started just 
where Mr. Klein starts, with the 
| manufacturer. 

I advocated, and still do, that the 
manufacturers make an _ ironclad 
agreement among themselves that 
every dealer and distributor be re- 
quired to limit the allowance on a 
trade-in to red book or to some 
other specific valuation, and that 
any dealer or distributor violating 
the agreement, by allowing more 
than the maximum allowance on a 
trade-in, be penalized by loss of 
franchise, 

As far as I know, the automobile 
business is the only big business to- 
day that is inflicted with such a 
financially suicidal problem as wild 
trading, and as far as I can see, 
nothing will ever be accomplished 
until the manufacturers assume the 
leadership as I have herein indi- 
cated, 

The majority of the automobile 
buying public know today that they 
can take a ten dollar junker, just 
barely able to get from one dealer's 
store to another, and spend a 
couple of days with it and wind up 
with a two to three hundred dollar 
trade-in allowance, and that is ex- 
actly what the automobile buying 
public is doing, with the result that 
the automobile manufacturer has, 
during the past few years, seen some 
of its best and strongest dealers go 
|into bankruptcy. 

Why this condition is permitted 
to continue by such intelligent men, 
|}as most of our automobile manu- 
facturers are, I cannot understand, 


——s 
COMING EVENTS 











MAY 


7-11—Cleveland, O. American Society for 
Testing Materials, meeting 
7-16—Budapest, Hungary. Internationa) 
Fair. 
12-13—Cleveland, oO. 
Manufacturers’ 
ing. 
14-15-—Atlantic City, N. J. Annual! con- 
vention New Jersey Automotive 
Trade Association. Hotel Jefferson. 
16-20—San Francisco, Cal. United States 
Chamber of Commerce, annual 
meeting. 
19-20—Chicago, Ill. National 
Manufacturers Association 
ing, Hotel Sherman 
23-28—Chicage, Il. Radio Manufacturers 
Association, Hote] Sher- 
man. 


Gear 
meet- 


American 
Association, 


Battery 
meet- 


meeting, 


JUNE 
France.—IJnternational Auto- 
mobile Manufacturers Association 
sixth annual Motor Transport 
Congress. 
1- 3—Tulsa, Okla. American Petroleum 
Institute, mid-year meeting, Mayo 


Paris, 


Hotel. 

8-11—State College, Pa. American So- 
ciety of Mechanica) Engineers, Na- 
tiona) Oil and Gas Meeting. 

12-17—White Sulphur Springs, W. Va. 
Society of Automotive Engineers, 
summer meeting. 

20-24—-Atlantic City, N. J. American So- 
ciety for Testing Materials, annual 
meeting, Chalfonte-Haddon Hall. 


JULY 
3—France. Grand Prix Automobile 
Race 
5- 9—Southampton, England. Commer- 


cial Car Show 
9-10—Belgium. Grand Prix Automobile 


Race 
17—Germany. Grand Prix Automobile 

Race 

20-22—Llandrindod, Wales. Commercia) 
Car Show. 

OCTOBER 

3- 7—Washington, D. C. Nationa) Safety 
Council, meeting. 

3- 7—Buffalc, N. ¥. Nationa! Meta! Ex- 
position, 174th Regiment Armory 


W.H. Eisenman, 7016 Euclid Ave., 
Cleveland, director 

3- 7—Buffalo, N. ¥. National Meta! 
Comgress. Sponsored by American 
Society for Stee) Treating, with co- 
operation of American Society of 
Mechanica! Engineers, Institute of 
Metals and Iron and Steel Divisions 
ot American Institute of Mining 
and Metallurgica] Engineers. Ameri- 
can Welding Society, Wire Associa- 
tion. 


13-22—London, England. Olympia Show. 


but I do understand this, that 
long as it does continue, no one will 
make any money out of the auto- 
mobile business—not even the man- 
ufacturers, 
JOSEPH ADKINS, JR., 

President Adkins, Inc., Atlantic 

City, N. 3. 


N. J. CHAPTER A. S. S. T. 


INSTALLS AND HEARS 
TALK BY GRAFFLIN 


Newark, N. J.. May 9.—The New 
Jersey Chapter, American Society 
for Steel Treating, at a dinner-mcet 
in the Elks Club heard Dr. Samuel 
W. Grafflin, editor of the American 


as 


| 


Aristocrat, discuss business condi- 
tions. 
“Industry never was in better 


shape than it is now,” Dr. Grafflin 
asserted, “but business is bad. We 
do not need to do anything about 
improving industry. What we need 
is to find business. We are coming 
out of this mess—slowly, patiently 
and certainly. I personally have 
been through six such disturbances, 
and I know that America always 
wins through.” 

The meeting was characterized as 
“sustaining members’ night.” A. H. 
d’Arcampel of Hartford, Conn.., pres- 
ident of the American Society for 
Steel Treating, complimented the 
Jersey chapter on having fifty-two 
sustaining members among its 300 
membership. W. B. Coleman of 
Philadelphia, vice-president, and 
William H. Eiseman of Cleveland, 
secretary of the nationel society, 
also were present. The latter urged 
support of the annual exposition at 
Buffalo the week of October 3. 

Officers of the chapter were in- 
Stalled as follows: Chairman, A. M. 
McWilliams, McWilliams Forge and 
Steel Works, Jersey City; vice- 
chairman, W. R. Frazer, Eclipse Avi- 
ation Corporation, East Orange; 
secretary John H. Johnson, Firth- 
Sterling Steel Company, New York; 
treasurer, R. W. Thorne, Colonial 
Steel Company, Newark: executive 
committee, John F. Wyzalek, Hyatt 
Bearings Division, General 
Corporation; William  H. 
Kraeuter & Co., Inc.; Edmund J. 
Roff, U. S. Steel Corporation; Jo- 
seph A. Doyle, W. S. Rockwell Com- 
pany; Frank A. Elshoff, Crocker- 
Wheeler Company; Ernest O. Olds, 
Maywood Chemical Company; P. C. 
Osterman, American Gas Furnace 
Company; James H. Heath, Hyatt 
Bearings Division, General Motors 
Company; R. J. Allen, Worthington 
Pump and Machinery Corporation, 
and Vernon E. Royle, John Royle & 
Sons. 





NEW SAFETY CAMPAIGN 
IN BAY STATE JUNE 1 


Boston, Mass., May 9.—A second 
state-wide six months’ police cam- 
paign against the eight principal 
causes of motor vehicle accidents 


Similar to that conducted last year 
during which time highway fatalities 
were reduced by a matter of 19 
deaths from the corresponding peri- 
od in the previous year, will be 
launched on June 1 by all police de- 
partments of the State, according 
to an announcement from the gov- 
ernor’s committee on 
highway safety. 


LEASES FOR EXPANSION 
Springfield, Mass., May 9.—Stand- 
ard Tire Sales, Inc., has purchased 
the lot at the southeast corner of 
Chestnut and Worthington Streets 
for a sales and service building to 
be used as a branch of its present 
establishment at Chestnut 
Franklin Streets. 
NEW TRUCK DEALERSHIP 
Los Angeles, May 9.—J. Jerome 
Canavan and Sherman T. Kunkel, 
operating under the firm name of 
Canavan & Kunkel, at 1910 Santa 
Fe Ave., have opened a truck deal- 
ership, handling Studebaker and 
Pierce-Arrow trucks. Both men are 
widely known in the truck manu- 


erases | 


Motors | 
Hall, | 
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COOK COUNTY NEW 
| CAR SALES OFF 46% 
IN FIRST 4 MONTHS 


(Continued from Page 1) 


Plymouth, Chrysler, De Soto, Pack- 
ard, Ford, Hupmobile and Rockne. 
|} Buick held its second place to 
Chevrolet, having a total of 972 for 
the four month period, compared 
|} With 1,459 for the same months last 
| year Plymouth jumped eighth 
place for the first quarter to third 
position for the four months, having 
a total of 951, which compared with 
237 for the four months of 1931, a 
gain of 301 per cent. 

Pontiac was fourth with 822, 
|}against 1,100 last year, while Olds- 
|mobile took fifth with 687, against 
1,163 in 1931. Studebaker was sixth 
with 668, compared with 878 last 
year and Chrysler stepped up over 
|Nash for seventh position, having 
| 597, against its total of 651 last year. 
Nash had 590, against 765 in 1931. 

The standing in the four months 
this year compared with the same 
| period last year follows: 





1932 1931 
, Chevrolet . 3,658 4,108 
i 260 canedechesdss 972 1,459 
Plymouth 951 237 
DE sn6sb6eneeexke 822 1,100 
Oldsmobile ........... 687 1,163 
StudedDAKer ...cccccess 668 878 
SE cvesdesecsece 597 651 
n+ |: 6vesgekdavees 590 765 
Ford Jenedusiexcs Ge 6,724 
Pt i ccseteevencees San 267 
cid baveunhengan 442 1,158 
| Willys 6 and 8........ 407 286 
EE wo 6ekaeduedsa 311 459 
PY -<c.jnetaussebe 295 221 
‘Hupmobile ........... 290 403 
SE i ee eee baad: 255 594 
Pn sveneceeees ae 253 310 
DY * ¢2e0t6 dee sears 249 1,169 
DE. svtedecsoneat 153 272 
i sy 06 beaceba bee 118 205 
ES chit Reuse eo a4 0 
PD, 4.04 «can'en mahi 78 145 
Willys-Knight ....... 75 145 
|Pierce-Arrow ......... 75 141 
EES oer 60 135 
Se 44 78 
Dc Senneoensdae 40 159 
et sd eceudéeabss 35 4 
EN an a amace chide a 15 92 
SNE, ccnnvnacab anne’ 4 52 
Miscellaneous 169 372 
__ ON THREAT OF TARIFF 
1 
| LEVY BY CONGRESS 
(Continued from Page 1) 
$41,580,000 the indicated market 
value of stocks of crude rubber held 





within this country and those bound 
for United States ports on March 
31, a combined total of about 378,000 
tons. 

A meeting of the board of gover- 
nors of the Rubber Exchange of 
New York is understood to be 
scheduled for today te consider the 
question of whether the proposed 
tariff, if enacted, would be assumed 
by the buyer or the seller of forward 
commitments. 

The Rubber Trade Association, 
representing the dealers actually 
handling the commodity, is believed 
to have enacted a clause in 1921, 
when a rubber import duty also was 
believed imminent, that such a 
duty should be assumed by the 
buyer. It is understood that this 
clause still stands. 
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‘AUTOMOTIVE 


EXECUTIVES 
Coming to BUFFALO 


If you like real home comforts 
away from home, stop at Hotel 
Lenox. Large, comfortable rooms, 


luxurious beds and food that 

brings you back again and 

again. 

Single Rooms .. .$2.00 to $3.50 

Double Rooms. . $3.00 to $6.00 

Family Suites ...$6.00 and up 
Excellent road maps and 
booklet, free on request. 






Clarence A. Miner 
President 
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Safer braking 
ON THE CURVES 


OUTSTANDING 
ADVANTAGE 






NO INTERFERENCE 
WITH STEERING 
BECAUSE FRONT 
WHEEL BRAKES 
RELEASE IN PRO- 
PORTION TO THEIR 
ANGLE OF TURN 














WHEEL LOCK ... AND LOSS OF STEERING CONTROL 
the cause of many automotive accidents .. . is abso- 
lutely eliminated with Stewart-Warner Braking System 


WHICH INSTANTLY APPLIES 
THE WHEEL BRAKE 


ACCURATELY CONTROLS THE 
MECHANICAL FOOT— 


EFFORTLESS PRESSURE ON THE 
BRAKE PEDAL— 





The low brake pedal, no higher than the foot 
accelerator and as easily applied — for nor- 
mal braking at any speed — saves driver 
fatigue, and gives even a woman driver the 
mastery of all situations. 


Harnessing the force of car momentum for 
braking, and distributing uniformly to each 
wheel, the Stewart-Warner Power Unit Is 
instantly responsive to the slightest module- 
tion of pedal pressure. 


Even without the power unit, these wheel 
brakes offer a host of outstanding advantages. 
They employ less than 1/, the parts used in 
ordinary brakes — and the one-piece forged 
shoe is exclusive with Stewart-Warner. 














Stewart-Warner Brakes which use car momentum fo stop the car offer so many advantages of simplicity, economy and 

safety for automobiles, motor coaches and trucks of every weight and price class—that it is only a question of time 

when all cars will be similarly equipped. It is worthy of note that the number of parts used in the complete power and 

wheel brake systems combined is less than half those used in any other wheel brake system alone. Our engineers are at 

command of manufacturers to discuss their braking problems. Stewart-Warner Corporation, Brake Division, Chicago, U.S.A. 
Detroit Branch, 6050 Cass Avenue. 


STEWART-WARNER BRAKE SYSTEMS 


10 OUTSTANDING ADVANTAGES OF STEWART-WARNER BRAKE SYSTEMS 








1. The power unit, under driver's absolute control, harnesses the 5. Safer Braking~Accurate distribution of braking force to all four wheels. 
giant force of car momentum to apply these brakes. 6. Simplest of all Brakes to adjust. 

2. instant Control — Lower Pedal Pressure and Shorter Pedal Travel 7. Safer Brakes on curves— Positively no interference with steering. 
with accurate response. 8. Simplest to Install and to Maintain — Only 25% as many parts as in 

3. Greater Available Braking Force, Fewer Adjustments, Greater other Brake Systems. 
Linkage Travel Reserve. 9. 17 parts including brake lining in each front wheel — only 14 parts 






4. More Sensitive Brake Control — Finer modulation between maxi- in rear wheel. Parts interchangeable. 
mum and minimum pedal pressures. 10. Self-adjusting Hand Brake — Has automatic Booster Link take-up. 





es 


The Lucas Machine 
Cleveland, O., is putting out a new 
model in its precision line of ome 
zontal boring, drilling and millin 
machines. This new model ams 


increased cross adjustment and ver- | 


tical capacity. 

The machine has a bed consisting 
of a one-piece casting, which ex- 
tends beneath column and table for 
increased strength and rigidity. It 


is sixty inches across the ways. The | 


operator can adjust the tools in the 
bar without getting up on the bed. 

The outer ways present a broad 
bearing surface, which is concen- 
trated as closely as possible to the 
outer edges of the bed to reduce unit 
pressure and consequently wear and 
tendency to cut. Adjusting screws 
give support at close intervals on 
the foundation and accurate level- 
ing is facilitated when setting up 
the machine or whenever correction 
is needed, Leveling pads are located 
on the column to facilitate check- 
ing up its squareness in both direc- 
tions with the bed ways. 

The saddle is supported and 
clamped down in the middle of the 
top bed to resist any hint of sag- 
ging or counterflexure when the 
table is at the ends of its travel. 
Clamping is carried out by means 
of a lever, placed at the operating 
position at the left front corner of 
the saddle. Two vertical clamping 
bolts, operating simultaneously at 
the left and right hand sides, bind 
the saddle down on the interme- 
diate way of the bed. The saddle is 
of generous depth and width and 
ten feet long. 

The table also has an interme- 
diate support and guide on the top 
saddle. It is of heavy box type con- 
struction to resist strains put on it 
in clamping heavy work. A lever 
at the front of the table simul- 
taneously operates three vertical 
clamping bolts, placed midway be- 
tween the ends and at the two sides 
and center of the table. In this 
way, it is stated, the table is rigidly 
locked against movement during a 
setting and maintains its alignment. 
The table has a provision for hand 
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Production -- Engineering -- Factory | 


Horizontal Boring Machine! AlR-OPERATED ARBOR 


| front saddle. Autumatic centralized | 


| Jubrication is provided for table and 
| saddle unit. 


The column has a spread of 42 by 
| 40 inches, where it bears on the top 
of the main bed casting, a construc- 
tion permitting strong internal rib- 
bing, but leaving room for the head 
internal counterweight. The back- 
rest may be removed from its base 
when extra long work is to be han- 
dled. A lever at the bottom of the 
back-rest clamps the back-rest block 
securely in place on its V guides at 
any position within its range of 
travel. All these castings are of 
nickel, iron and steel. 

A nitralloy steel spindle is used 
to minimize wear and any tendency 
to score or stick in sliding through 
the bushed steel spindle sleeve, 
which is carried on adjustable anti- 
friction bearings, to permit close ad- 
justment and comparatively high 
speeds. 

Alloy steel gears are used in the 
speed change gear box, and they 
run in oil, as do those in the change 
feed box, and slide on multiple 
splined shafts. The whole drive is 
carried on anti-friction bearings. 

The manufacturer can furnish 
number of special parts and attach- 
ments on special order. These in- 
clude ten, twelve and fourteen foot 
beds and similar multiples of two 
feet. A special high column and 
back-rest may be had to give a 
maximum vertical capacity of 172 
inches. A wide table of standard 
length, with an 84-inch cross-feed 
60 by 96 inches, is another special 
attachment. A dial indexing unit, a 
cutting lubricant device, a vertical 
milling attachment to span the 
standard eight-foot bed, may also 
be had. 

A circular or a square swiveling 
table, rectangular swiveling table, 
star feed facing head, inserted tooth 
face milling cutters and an auxiliary 
table are other attachments avail- 
able. The swiveling tables are grad- 
uated and have an elevating ball 
thrust bearing interlocking with the 
single control clamping mechanism 
and with the indexing lock bolt for 





| from turning. 


PRESSES 


The Hanifin Manufacturing Com- 
pany, Chicago, Ill, is putting out a 
new line of air operated arbor 
presses, which are designed with 
generous throats, the distance from 
the center of the ram to the back 
of the throat being eight inches. 
The maximum distance from the 
table to the ram is eleven inches, 
and any length of stroke up to ten 


inches may be had. 

Five sizes are offered in these 
presses, pressures varying from 565 
to 6,280 pounds and the cylinder di- 
ameters from three to ten inches. 
Either manual or pedal operated 


Company, {cross adjustment at the sides of the | control valves may be had. There is 


a provision for keeping the ram 
The frames of all 
the presses are steel castings. 


BARBER-COLMAN CO.’S 
SMALL GEAR MOTOR 


The Barber-Colman Company, 
Rockford, Ill., has recently added to 
its line of small shaded pole induc- 
tion motors a small gear model, de- 
livering a maximum torque of two- 
pound inches at approximately 100 


revolutions. per minute. 

The spur gear speed reduction 
mechanism is designed to run 
quietly, the two gears being of Tex- 
tolite and the two pinions of steel. 
The final drive gear has a fairly 
large hub, containing an oilless 
bearing. This gear runs on the 


MERCURY SWITCHES 


The Providence Electric Com- 
pany, Providence, R. I., is placing on 
the market a new line of mercury 
switches ranging in capacity from 
one to 100 amperes. These switches 
are recommended for use in starting, 
stopping and reversing motors on 
various kinds of machines. They 
can be applied to recording and 
other instruments. 

In types having a rating up to five 
amperes special heat-resisting con- 
tacts are employed. Im the larger 
sizes arcing takes place over a cer- 
amic surface, to eliminate the dan- 
ger of tube breakage. 


four positions ninety degrees apart. 
The eleven-foot auxiliary table has 
a slide twelve inches wide and sixty 
inches long flush with the top of 
the main table for supporting long 
work overhanging the side. The 
star feed facing head has a thirty- 
inch diameter maximum capacity. 
Inserted tooth face milling cutters 
may be had up to eighteen inches 
in diameter. 





SIDE OR STRADDLE 
MILLING CUTTE 


The Lovejoy Tool Company, Inc., 
Springfield, Vt., is marketing a side 
milling cutter, designed for use 
when side space is limited. It may 
be had either right or left hand and 
embodies the Lovejoy locking blade 
mechanism. A blade adjustment of 
approximately one-half the total 
length is available to compensate 
for wear and grinding. 

The blades are serrated and 
Standard, cobalt high speed steel, 
Stellite, Stellite J-metal and tung- 


|Sten carbide tipped blades may be 


used. The blades are interchange- 
able in the body or housing, which 
is made of heat-treated alloy steel. 
The size of the blades depends con- 


Siderably on the overall thickness 


LARGE SIZE ROLL 
LATHE 


The United Engineering and 
Foundry Company, Pittsburgh, Pa., 
has recently completed a new giant 
roll lathe, which will take rolls up 
to eighty-two inches in diameter 
and twenty-six feet in length. The 
tool equipment can be altered to 
swing grooved or straight-faced rolls 
up to eighty-eight inches. 

This giant machine is forty-nine 
feet long and is equipped with roller 
bearings throughout. It has an in- 
closed headstock, with two speed 
ranges. Allowance has been made 
in speeds and strength for the use 
of tungsten-carbide and similar cut- 
ting tools. The machine is equipped 
with an automatic lubrication sys- 
tem. 


VIBRATING REFLECTOR 


The Vibra-Ray Corporation, Cleve- 
land, O., is putting out a vibrating 
reflector under the name Vibra-Ray. 
This device is designed to direct the 


rays from the bulb back to the main 
reflector. From the motion of the 
car it vibrates intensely and is said 
to unite all the rays of the light to 
make a blended illumination on the 
road. The device is universal for all 
cars and is easily adjusted, it is 
claimed. 


SPECIAL ROUNDED BELT 


J. E. Rhoatls & Sons, Philadel- 
phia, Pa., are putting out special 
rounded belts known by the trade 
name Tannate, for which longer 
life, less stretch and greater firm- 
ness are claimed. These advantages 
come from a special tanning process 
recently developed, it is stated. The 
belt can be conveniently unwound 
from the spool on which it is 
wrapped without removing the 
spool from the container in which 
it is shipped. 


,| VIBRATION MEASURING 


MACHINE 


The Electrocon Corporation, New 
York city, is marketing the Davey 
vibrometer, an instrument designed 
to measure vertical and horizontal 
vibration simultaneously. 

In operation the vibrometer is laid 
on the object to be tested for vibra- 
tions. A spot of light traces out the 
path of the vibration, magnified 
many times, on a ground glass scale. 
Frequency and phase position, in 
addition to the amplitude, can be 
measured if the vibrometer is used 
in conjunction with the Davey port- 
able balancing equipment. 

It is stated that the vibrometer 
works on the same principle as the 
seismograph, which is used for 
measuring earthquake shocks 
throughout the world. A weight 
suspended on springs is the actuat- 
ing principle of the instrument. 
When the instrument is subjected 
to vibrations above a certain fre- 
quency, this weight remains inert 
in space and is not affected by vi- 
bration in either direction. Light 
from a small incandescent bulb is 
reflected on the ground-glass scale 
in the form of a round spot. 

When the vibration is in one di- 
rection only, the oscillation of the 
spot of light will make it appear as 
a straight line in that direction. 
Vibrations equal in both directions 
produce a circular track of light, 
and unequal amplitudes in two 
directions produce an elliptical light 
track, 

The vibrometer will indicate ac- 
curately the amplitude of vibrations 
from 400 to about 6,000 a minute. 
Comparative readings may also be 
had at frequencies below 400 per 
minute. The instrument may be 
had in two models, magnifying vi- 
brations approximately 500 and 250 
times, respectively. 

Photographic records may be had 
of any repeating vibration by slip- 
ping a film holder into a slot behind 
the ground-glass scale and exposing 
the film for about five seconds. The 
instrument is 7% inches long, 5% 
inches wide and 7 inches high. It 
weights eight pounds. 


LIGHT BENCH GRINDER 


The Modern Grinder Manufactur- 
ing Company, Milwaukee, Wis., has 
just brought out a new light duty 
bench grinder, designed for sharp- 
ening tools, grinding, polishing and 
buffing parts. 

The tool embodies two four or 
five-inch vitrified grinding wheels. 
Polishing, buffing or wire brush 
wheels may be had. The pulley is 
designed to take either a flat or 
vee belt. 

The grinder is intended for serv- 
ice in garages, shops, etc. It is 5% 
inches high. The distance between 
the wheels is 5% inches, and the 
length of the spindle is nine inches, 


Cumulative New Commercial Car Registration Statistics, April, 1932 


Returns for today: Delaware, North Dakota, South Carolina, West Virginia and Wisconsin. 

Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Mlinois, which are supplied by the Robinson Advertising Service, Springfield, Ill., and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 
Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. Some of this data has been published 
previously, but it is given here complete for the convenience of our subscribers. 


In this table, 6 states. 


States 


Chevrolet 


Delaware | 
Illinois 
North | _ Dakota | 
So. Carolina | 
West _ Virginia | 
Wisconsin | 
Totals 
Delaware, "31 a 4 
Illinois, 1931 | 
N. Dak., 1931 | a eae 
So. Car., 1931 | 
West Va, 31] 
Wisconsin, 31) 


*Combined with Brockway. 
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Studebaker 
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from first to top speed; the exact 
speed (about seven miles an hour) 
at which it is safe to throttle down 
in high gear without bucking or 
jerking; the exact amount of pres- 
sure which will bring the car to a 
quick, smooth stop without making 
the car’s occupants experience a 
last-second jerk as the car comes 
to a halt. 

Remember that if, because of im- 
proper handling of the car, you jerk 
the prospect once or twice, you may 
be putting a big barrier in the way 
of a sale. One spark knock or one 
skid may undo a good many min- 
utes of sales-floor presentation. 

The route for the demonstration 
should, in forty-nine cases out of 
fifty, be a standard demonstration 
route, agreed upon by all the sales- 
men of your organization as the 
route best suited to a proper cover- 
ing of the points listed on the 
demonstration.check slip. 

You can treat this slip as a sort | 
of map of the demonstration route. 
If possible, arrange your route so 
that each feature can be demon- 
strated in the order in which it 
appears on the slip. 

Demonstrate power on a hill—not 
in mud or sand, unless the prospect 
demands it. Speed should be shown | 
on a highway immediately after 
power if possible. 

The same highway that serves to 
demonstrate speed can therefore be 
used to demonstrate flexibility, ac- 
celeration and _  deceleration—the | 
next three points 6n the slip. 

For your demonstration of easy} 
riding, it may be well to choose a} 
short, somewhat rough stretch, such 
as a cobblestone street, a bumpy 
farm road, or a chopped-up alley. 
Some salesmen, however, prefer to 
omit rough stretches entirely and | 
demonstrate easy riding only on 
good roads. 

As for roominess, this can be en- 
larged upon along the lines of your | 
Sales-floor presentation by means of 
a sales talk growing out of easy} 
riding. 

Ease of control will be most read- 
fly discussed after the more striking 
features of the car’s performance 
have been thoroughly demonstrated. 

The last feature on the list, econ- | 
omy, can be talked about during the | 
demonstration, but can best 








be | 
proved back at the salesroom, at the | 
end of the demonstration, by means | 
of owner and driver statistics, testi- | 
monial letters, etc. 

It will not always be possible in 
all localities to pick a convenient 
demonstration route, which follows 
the exact order of the demonstra- | 
tion check slip. 

The entire demonstration ordi- 
narily should consume not more 
than thirty minutes. A shorter dem- | 
onstration is likely to be too sketchy, 
a longer one too tiresome and a 
waste of your time—and your prof- 
its! A route carefully planned to 
consume a thirty-minute run on the 
average will prove most effective. 

Do not ask your prospect where 
he would like to go for a demon- 
stration. Unless he makes a strong 
protest, take him where you want to 
go and where you can most effec- 
tively demonstrate your car—the 
standard route which you and your 
fellow salesmen have worked out. 

Of course, you will sometimes run 
into a prospect who wants you to 
drive him over certain streets or up 
a particular hill. If you find that 
in the long run you are going to 
have to do what he wants, see to 
it that he does what you want also! 
Make him go over your route, first 
or last, even though doing both may 
take more than the thirty minutes | 
specified. 

Whenever possible, demonstrate to 
your prospect in the model which 
he contemplates buying. 

Of course, this is not always pos- 
sible. Most dealers use two or four- 
door sedans for demonstration pur- | 
poses, and these models may be the | 
only ones available. | 

If the standard car used at your | 
salesroom for demonstrating is a} 
sedan, while your prospect is con-| 
templating the purchase of a road- 
ster, coupe or phaeton, you can 





make some such statement as this: 
“At the moment, we haven’t a 


roadster 


(or coupe, or phaeton) 





not expected to keep the demon- 
strator in condition, a wise sales- 
man will check up on its condition, 
just as an aviator checks over his 
plane before making a flight. 
arette butts on the floor or an im- 
properly adjusted carburetor often 
means the _ difference between 
making or losing a sale. 

Just as with the sales-floor pres- 


which has been run a distance great | entation, a good working plan, to 


enough to enable me to put it/ which you can, and do, stick is an 
through its paces for you, MYr.|/invaluable asset. 
Prospect. We never demonstrate} Without a definite plan of pro- 


with new cars, of course, for you 
can readily see that we must safe- 
guard their condition on behalf of 


cedure, without-knowing just what 
you are going to do, when you are 
|going to do it, why you are going to 


our customers. Therefore, if you} do it, and what result you expect to 
don’t mind, we'll go out in this| derive from doing it, you will waste 
sedan and take a real, thorough-| your own time as well as that of 


going ride, during the course of 
which we'll put the car to a number; Good demonstrations, when ade- 
of tests that will interest you.” } quately prepared for, convincingly 

While the salesman personally is | made, and aggressively followed up, 


| your prospect. 





Cig- | 


'March 31 and 83.5 on April 30, 1931. 
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HOW A SALESMAN SHOULD 
ORGANIZE A DEMONSTRATION 


represent the most productive and 
thoroughly profitable effort you can 
make. 


H. G. REDDEN ELECTED 
Newark, N. J., May 9.—Harvey G. 
Redden was elected president of 
|the New Jersey National Bank and 


Trust Company today to succeed 
John J. Stamler, who resigned be- 
cause of illmess. Mr. Redden is 
president of Heller & Durand, Inc., 





| oil distributors, and treasurer of 
| National Motors Manufacturing 
|Company, maker of Day-Elder 
| trucks. 


| DETROIT EMPLOYMENT 

| INDEX UP FOR APRIL 

| Detroit, May 9.—Employment in- 
dex of the industrial department of 
the Detroit Board of Commerce on 
April 30 was 67.5, against 65.4 -on 


7 


B. & M, APPOINTS TRUCK 
CONCERN IN SPRINGFIELD 
Springfield, Mass., May 9.—Huck’s 
Transfer, Inc., has signed a contract 
to handle the start of the pickup- 
and-delivery freight service of the 
Boston & Maine Railroad in Spring- 
field commencing May 16, it was an- 
nounced by P. W. Waters, agent. 
The new service on less-than-car- 
load freight to and from Spring- 
field and 113 other communities on 
Boston & Maine lines in New Hamp- 
shire, Massachusett. and Maine was 
announced on April 13 by President 
E. S. French. At that time ~he 
stated: “The railroad not only seeks 
to regain its own less-than-carload 
freight traffic, but at the same time 
‘intends to assist each community 
| by helping local truckmen who also 
are being hard pressed by outside 
highway competition.” 





When a HUPMUOBILE sells 


"799, 


; 


PHOTOGRAPH BY MARGARET BOURKE-WHITE, OF HUPMOBILE SIX ROADSTER (SERIES 216) WITH RUMBLE SEAT... 


| Sek dealer, regardless of the car he is now selling, is 
interested in Hupmobile’s new prices . . . Because Hup- 


mobile now assumes new significance with its great price range. 


When Hupmobile’s 1932 Sixes were announced, they were 
priced up to $1075. And that was a miracle . . . for genuine 
Hupmobile quality. 

Now .. . with a new low price of $795 . . - with a new stand- 
ard of value in the six and eight cylinder markets... Hup- 
mobile’s franchise becomes doubly valuable to all Hupmobile 


dealers. 


No dealer can afford to face this Spring’s market unless he is 
fortified with every conceivable sales aid. Consider, then, the 
benefits in selling Hupmobile cars . . . with every proved im- 
provement and a long series of exclusive innovations. Consider 
Hupmobile’s exclusive Chassis Torsional Stabilizer that ex- 
cludes all front end shimmy, vibration and frame weave; the 
industry’s widest and most convenient doors; Hupmobile’s own 


... THAT’S GOOD NEWS 


TO EVERY DEALER 


(ni! 


$3 





now $795 AT THE FACTORY 


X-frame combining strength, rigidity and safety ; Hupmobile’s 


tubular front axle and greatly 


reduced unsprung weight; Syn- 


chro-silent transmission with genuine Free.Wheeling, of course; 
Hupmobile’s exclusive rear engine mounting, that means quiet 
operation and absorption of engine noises; the most modern of 
ride control — automatic-thermostatic shock absorbers that re- 


quire no driver attention; the 


new Hypoid rear axle for low- 


ness, extreme quiet and long life. 


Remember — there are 92 other 1933 features in this 1932 auto- 
mobile . . . for Hupmobile is the only 100 Feature Automobile 
. .- Designed for tomorrow and meeting every demand of today. 


Valuable territory is now available for live, aggressive dealers 
who want to develop their business under a selling agreement 
termed ‘‘The fairest franchise in the automobile industry’’. 


Your inquiry will receive prompt and confidential attention. 


HUPP MOTOR CAR CORPORATION, DETROIT, MICHIGAN 





AUTOMOTIVE DAILY NEWS, TUESDAY, MAY 10, 1932 


| W 


No Whiskers on 
This News 


Compare this service with that 
provided by any other paper. 
Compare volume of news, speed 
in delivery, accuracy and com- 
pleteness of coverage. 
+ 


4 few examples of news items from LAST week's 
issues—delivered to readers on Tuesday, Wednesday, 
Thursday and Friday LAST week. 


& 

First Returns, Passenger Car Registrations for 
April. 

First Returns, Truck Registrations for April. 

General Motors Dividend. 

April Car Truck Output 145,000. 

S. A. E. Summer Meeting Program. 

Federal Adds New Six-Wheeler. 

Illinois April Sales. 

De Vaux Cuts Prices. 

N. A. C. C. Considers Advertising Delivered 
Prices. 

Key City Sales Up in April. 

Roche Agency Joins Williams & Cunnyngham. 

Ford Key City Plants Resume. 

Continental Buys Divco. 

Wayne County Sales Gain. 

Parts and Equipment Sales Up. 

Willys Sails for Europe; Predicts Upturn. 

Dodge Makes Personnel Changes, 


hen it has 
Whiskers 


When the news has whiskers it’s old and its value 
lies in embellishment only. Automotive Daily 
News has for some years led all other papers in 
the publication and propagation of live news of 
the industry, and even in these trying times it 
has not reduced its effort one bit to provide its 
readers with news quickly, accurately and com- 


pletely. 


Result: Reader interest maintained through the 
most depressive period in the industry’s history. 
Advertisers knowing this have placed added 
confidence in this publication by using more 


space than during the same period of 1931. 


If vou have goods to sell to the automotive field— 
its factories, dealers, jobbers, distributors, fleet 
operators—study the advantages of Automotive 
Daily News, compare the paper with all others in 
the field from every standpoint, but always hold 
one thought in mind. “Will I get a profit from 
my advertising.” We believe this publication 
can, in most cases, do a selling job at lower 
cost than any paper now reaching factory 
officials, dealers and distributors, jobbers or fleet 


operators. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 


DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich, 


WESTERN OFFICE: Willard R. Cotton, Manager 
333 No. Michigan Ave., Chicago, Ill. 





